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Employee fun for ’61 





TWA‘ again slashes 
jet fares to Europe! 


TWA 17-day Economy fares are here 
again! The fares that make a glam- 
orous vacation abroad a possibility 
for nearly everyone. For example, 
your employee group can fly from 
New York to London...spend two 
weeks sightseeing, shopping, resort- 
ing... and jet home for a round-trip 


ae ‘ 


fora anomes SEND FOR VACATION PLAN MATERIAL TODAY -—— 


Please send promotion material and 
complete information on new TWA 
SuperJet Tours of Europe. 


TRANS WORLD 
AIRLINES, INC. 


fare of only $350.00. While in Europe, 
employees travel on their own or on 
a fabulous TWA Jetliner Tour from 
10 to 51 days. Tours start as low as 
$471.00, including round-trip air 
fare.t Put Europe in your Employee 
Vacation Plan this year. And savings 
with TWA 17-day Economy fares. 








THE 
SUPERJET 
AIRLINE" 








USA. EUROPE + AFRICA:ASIA 





+ Prices per person based on 17-day Economy fares from New York, effective October . 
through March. Two people traveling together sharing twin-bedded room. 
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Name 
380 Madison Ave. Company 
New York a7, N.Y. Address 
City State 





* TWA THE SUPERJET AIRLINE is @ service mark owned exclusively by Trans World Airlines, Inc. 
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OP MANAGEMENT SPEAKS: 


Recreation for the employees, of 


the employees, by the employees 


THE COMPANY 


provides the means 


THE EMPLOYEES 
provide the initiative 


Gite Farm’s employee recreation program 
is one that is not only for the employee 
but of and by him as well. 

The philosophy of employee-centered rec- 
reation stemmed from the early days of the 
company. From small, spontaneous activities 
then, the basic idea has taken many forms and 
expanded to the point that last year nearly 
8.000 of State Farm’s more than 11,000 em- 


ployees 





plus perhaps three times that many 
family members—were regular participants. 

Through all of the expansion the family 
theme has been a guiding force. The entire ac- 
tivity program is aimed at the employee 
family group as a whole 
factions. 





not just one or two 


Today. in our home office and each of our 
18 regional ofhices in the nation, the recrea- 
tion program ranges from dinner dances to 
moonlight river excursions; from bowling to 
bridge: from barbecues to knitting classes; 
and on through almost every funtime activity 
imaginable. 


At our home and Midwest offices in Bloom- 


Paul L. Mitzner 
Vice President, Personnel 
State Farm Insurance Companies 





ington, Ill. the G. J. Mecherle Memorial Park 
(named after the founder of the State Farm 
eroup) affords more than 2,300 employees a 
private swimming beach, fishing, picnicing. 
softball and baseball facilities, tennis, bad- 
minton, basketball and other courts as well as 
a complete children’s recreation area and pro- 
gram, 

This complete recreation plan is employee 
organized and employee directed, A nominal 
voluntary employee membership fee is aug- 
mented by a per capita contribution by the 
company. Profits from coffee, candy and food 
vending machines in each office also are 
turned over to the recreation program. 

In addition to the financial contribution, 
the company also makes personnel available to 
plan and direct the various recreation ac- 
tivities in all offices. 

Perhaps the most significant part of the pro- 
gram is the absence of company direction. We 
feel the company’s role should be one of pro- 
viding a vehicle through which the program 
can work. This is done by providing the fa- 
cilities and a major part of the financing. 

From there. it’s the individual employee's 
show. And he’s done quite well with it. 
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Converse 


‘Chuck Dau Lon 


ALL STAR 


BASKETBALL SHOES 
HIGH CUT OR OXFORD 





First shoe in the game ... in point of time, 
performance and preference! Chosen by 
more coaches, worn by more players and 
proved by 47 years of rugged competitive play, 
All-Stars have the unbeatable construction know-how 
that Converse alone can offer. 


CONVERSE RUBBER COM PANY, MALDEN 48, MASSACHUSETTS 
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Solid management support, intense employee interest combine .— 

as 

to make State Farm’s program the best in NIRA Class B mana 

Farm 

follos 

inner of the 1961 Class B Helms Industrial Recreation 1948 a 33-acre tract about two miles south of the home office supp 
Award, State Farm Insurance Companies, Blooming- for development into a multi-purpose employee recreation | staff 

ton, Ill., clearly demonstrates the results obtainable through _ area. Retaining title to the property, the company finances ton 
the development of a sound, well-defined recreation policy. all construction and improvements, provides year-around ] Jeagu 
Selected as the most outstanding program among NIRA maintenance and park personnel. wome 
member companies with 1,001-5,000 employees, State per 
Farm’s award winning formula is based on an extremely = JOINT ADMINISTRATION, FINANCING swim 
effective balance of employee-management responsibility. But utilization of the park is the employees’ responsi. | ‘fl 
To paraphrase the description of the program’s operation __ bility. All activities are sponsored and conducted through | Socie 
as given by Paul Mitzner, vice president of personnel (see State Farm Employee Activities, a voluntary association ps0 
“Top Management Speaks,” page 4), the company provides headed by 23 employee-elected directors. Together with } "" 
the vehicle, but it’s up to the employees to supply the gas, several hundred volunteer committee members, the SFEA | Cult 
step on the starter and keep activities going in high gear. | Board of Directors sets overall program policy, allocates a 

Proof that both parties fulfill their assigned roles ex- funds and establishes specific activity fees. y 

ceptionally well is amply demonstrated by the unusually SFEA officers are elected by the Board of Directors with hall 
high percentage of employee participation in the surpris- the exception of the treasurer, Edith Campbell, who, as } and 
ingly wide variety of activities supported by the 2,300 State Farm Activities Supervisor, is appointed by the com- | “"° 
employees at State Farm’s Bloomington home office. pany. Edith, with her two full-time assistants Jan Book S 
To “provide the vehicle,” the company purchased in and Lil Lockenvitz, provides general guidance and handles] tion 
The 33 acres of State Farm’s G. J. Mecherle Memorial Park have been efficiently planned Chow time at last year’s Men’s Playday Chil 
to provide a wide range of outdoor activities for employees and families. Facilities include gives an idea of the elaborate buffet dinners foot 
lake areas for swimming and fishing, club house, baseball diamonds, tennis courts, picnic area. prepared by employees throughout the year. parl 
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day-to-day program administration and supervision. 


To finance a full calendar of special events and activities, 
the company makes an annual per capita contribution, now 
vt at $4.50 per employee, and turns over profits from 
coffee. candy and food vending machines. 

But to carry their share of the fiscal responsibility, em- 
ployees pay voluntary $2 annual membership dues in the 
SFEA and cover additional expenses of certain activities 
by paying nominal fees to participate. 

After considering the estimated participation and cost 
of the various activities, funds are allocated to specific 
programs with the intent of keeping the employee fee to a 
minimum. Exceptions are made on charges for outside adult 
education and hobby classes. In these cases, the activities 
association pays half the fee. All company-wide contests 
and charity events are completely underwritten by the 
association. 


PERFECTED SYSTEM PRODUCES RESULTS 

Based on this perfected system of joint employee- 
management financing, leadership and organization, State 
Farm activities have virtually no limit. In scanning the 
following partial listing, remember that these activities are 
supported by the relatively small home and Midwest office 
staff of 2,300 employees, of whom 60% are women: 


Sports: bowling (men’s, women’s, mixed and husband & wife 
leagues, intra-office handicap tourney, clinics); golf (men’s and 
women’s leagues, tournaments and playdays, two-ball foursome 
tourney, golf classes); men’s basketball league; men’s and women's 
softball leagues; fishing contest; archery and gun clubs and classes; 
swim team and classes; tennis clinic plus volleyball, horseshoes, 
shuffleboard, badminton, table tennis, paddle tennis, skating. 


Social: 10 dinners (chuck wagon, smorgasbord, fish fry, etc.) plus 
sports award banquets, four chartered out-of-town bus trips, three 
dances, four picnics, doll dressing, Toys for Boys. 


Cultural: 22 classes (sample—driver training, investment, reading, 


piano, upholstery, sewing, woodworking), duplicate bridge club, 
toastmasters, handicraft workshop. 


Youth: day camp and teen camp; over-night cook-outs; boys base- 
ball; swimming, golf and football clinies; swim team; teen dances 
and bus trips; Easter egg hunt; Christmas party; hayrack rides; 
canoeing; horseback riding; archery; children’s playground. 


Still, Edith Campbell and her staff provide many addi- 
tional services which include the distribution of free playing 


Children’s activities, such as the Easter program (below), include day camp, teen dances, 
football clinic, swimming team, bus trips and many others, Swimming area (right) at the 


park lake is the center of summertime activities. 





cards, assistance in planning and providing entertainment 
for departmental parties and company conferences. 

The adult education and hobby classes, usually of 10- 
week duration, are a cooperative effort with municipal 
agencies and other Bloomington firms, unless enrollments 
are sufficiently high to hold classes on State Farm premises. 

The special dinners, another State Farm activity trade 
mark, are prepared and served by the employees, Held at a 
rate of about one a month, the dinners have proved tre- 
mendously popular. For example, 1,016 turned out for the 
smorgasbord and 897 enjoyed the chuck wagon barbecue. 


PARK OPERATION 

Park operation and maintenance is handled as a separate 
function through the company’s administrative services 
department. Eldon Volk, supervisor of park recreation, and 
Dan McShane, supervisor of park maintenance head up a 
full-time staff of one park custodian and two park mainte- 
nance men. Part-time personnel on hand during the peak 
summer season include a day camp supervisor, court area 
supervisor, two water front supervisors, six maintenance 
men and 30 recreation staff members who serve as day 
camp leaders, life guards and locker room attendants. 

With separate areas for swimming, diving and fishing. 
plus the 20’ x 40’ children’s wading pool, the lake is the 
major, but by no means the only attraction that keeps 
employees and their families returning time and again to 
The G. J. Mecherle Memorial Park. 

By 1950, two years after original construction was under- 
taken, the park program was in full swing with the comple- 
tion of the clubhouse, two picnic areas, children’s play- 
ground, bus station, equipment house, varsity baseball dia- 
mond and facilities for the various “court” sports. 

But the park’s many uses have been continually expanded 
and improved. Some of the more recent additions include 
the archery range, picnic shelters, new tables and charcoal 
burners, canoes. A major park addition will be announced 
shortly, but detailed plans are not yet definite. 

The park, with the entire activities program. is regarded 
by the company as “a symbol of the regard State Farm 
Insurance Companies has for the welfare of its employees 
and their families.” 






























he sports 


world went kid-crazy 

years ago. Little League baseball, 
itsy bitsy football, teeney weeney bas- 
ketball, junior this, junior that and 
any number of other heavily subsi- 
dized programs have been launched to 
start youngsters off on long, active 
lives of sports participation. 

This is great, but where’s the follow- 
through? By insurance company calcu- 
lations, today’s 15 year-old can expect 
to live to be 79. How long can he ex- 
pect to play in organized baseball pro- 
grams? Golf? Bowling? 

In almost every sport, the youngster 
finds that his role in organized recrea- 
tion diminishes for every year he adds 
to his life. This has been an accepted 
fact of life—*“the old man just can’t 
keep up.” But what a woefully mis- 
taken notion it has been, 

In truth, it’s sports that haven’t been 
able to grow old gracefully. Sports 
have failed to make allowances for its 
aging fans. 


ADD YEARS OF ACTIVITY 

This has been 
brought home to sports leaders by a 
77 year-old retired business executive, 
Charles R. Jahn. As founder and presi- 
dent of the newly formed United States 
Senior Bowling Assn., Jahn has made 
only a few minor changes in the na- 
tion’s top competitive sport, but the 
results have added life- 


tardy realization 


years to its 
span. 

If you want proof, consider the sec- 
ond annual USSBA national tourna- 
ment last May. With a minimum of 
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SENIOR BOWLING 


Newly organized U. S. Seniors Bowling Assn. and 


its 77 year-old founder meet the challenge 


of providing recreation opportunities 


for retirees and senior employees 


publicity and little support from the 
bowling industry, the meet attracted 
more than 225 bowlers between the 
ages of 55 and 91. 

Jahn’s plan is basically simple. By 
organizing a league program which 
gives senior bowlers the opportunity 
to participate with others on their own 
level and at their own pace, the 
USSBA is able to offer the sustaining 
interest of competition, the enjoyment 
of good fellowship and the beautiful 
benefits of moderate exercise. 


EQUALIZE COMPETITION 

Competition is equalized by classify- 
ing seniors into four groups beginning 
with age 55 (see “classifications” in 
box at right). Thus individuals com- 
pete for awards against others of simi- 
lar age and physical ability. Team to- 
tals, however, are not classified. 

To allow seniors to bowl at a slower 
pace without pressure, USSBA teams 
consist of four, not five, members. 
While this permits sufficient additional 
time per bowler, it allows for the com- 
pletion of a three-game team series in 
the standard two hours. 

However, this rule is flexible. In a 
small company, for example, which has 
only 12 bowlers aged 55 or more, a 
league of three, four-man teams would 
be unworkable. The USSBA would 
sanction either a league of four, three- 
man teams or one of six, two-man 
teams. 

Another advantage of smaller senior 
teams is that less waiting time between 
turns produces better individual and 


team scores according to the USSBA. 

For handicapping, the USSBA ree. 
ommends 75% of the difference be- 
tween the bowler’s average and 200. 
This formula has proved especially 
practical for those leagues in their first 
season. After a league has bowled 
through a season, their experience will 
dictate the best system. 

While the tolerances in USSBA rules 
have kept many older bowlers active. 
they have proved remarkably success- 
ful in introducing the game to senior 
citizens who have never bowled. 

However, there are other obstacles 
to overcome. One of the most common, 
and it is shared by almost all non- 
bowlers, is fear for personal safety. 

Many have the notion that a bowling 
ball weighs upwards of 50 lbs., that 
they might drop the ball on their foot; 
or the reverse, get their fingers stuck 
in the holes. Some are afraid of fall. 
ing down on the approach. 


OVERCOME ALL FEARS 

None of these fears are insurmount- 
able; many can be overcome merely 
by observing a group of seniors bowl, 
or with knowledge, for example, that 
the average senior rolls a 12 lb. ball. 

For the more hesitant seniors the 
USSBA has developed a_ successful 
training technique based on a standing 
delivery. Beginners start right at the 
foul line, swing the ball as many as 10 
times before rolling it down the lane. 
As confidence is gained, the beginner 
advances to a one-step, then possibly @ 
two-step delivery. Some may never g° 
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beyond this point, but that is not im- 
portant ‘ 

Some seniors feel that the three 
finger grip doesn’t give them sufficient 
hall control. That’s easy to solve: drill 
five holes. 

Nevertheless, the game itself is not 
the only attraction. Most seniors are 
drawn to bowling because of the op- 
portunity to enlarge their circle of 
friends, to broaden their area of ac- 
tivity. Thus, successful leagues often 
sponsor inexpensive luncheons, card 
parties or other social events. 


PROVE THE POINT 

The potential success of senior bowl- 
ing is well illustrated by the program 
originated several years ago by Good- 
year Tire & Rubber Co., Akron, Ohio. 
Developed independently of the USSBA 
under the leadership of Activities Di- 
rector Ray Detrick, Goodyear’s pro- 
gram has rapidly gained in popularity 
among company retirees. Almost half 
the participants had never bowled be- 
fore retirement. 

The similarities in Goodyear’s pro- 
gram to USSBA’s league operation 
point out some of the more important 
considerations in organizing a retiree 
howling program: 

* Day time activity only. Regular 
leagues book the establishments at 
night, housewives fill the place in the 
morning. Thus, the retirees can have 
the lanes pretty much to themselves 
in the afternoon, an important factor. 
Also, many seniors go to bed early. 
some don’t like to go out at night, 
others won’t join activities that inter- 
fere with favorite TV programs. 

* Competition. USSBA feels weekly 
competition is necessary to sustain in- 
terest, but keeps it in a low-key within 
the age classifications. Goodyear has 
no weekly competition or team stand- 
ings, but does conduct an end-of-season 
handicap tournament to maintain  in- 
terest. Both oppose money prizes: ad- 
vocate trophies and banquet only. 

* Endurance. Goodyear limits its sen- 
iors to three games a day. As a na- 
tional organization, the USSBA makes 
no such rulings, but urges members to 
quit when they feel tired even though 
they may not finish the series. 

* Spectator interest. Non-bowling 
seniors seem to enjoy socializing and 
watching as much as others enjoy 
howling. At Goodyear they keep score 
and serve as secretaries for the group. 
Many help with the junior program. 
But most important, most spectators 
soon hecome active participants. 





















































Senior champions: Earl Moon (1), with a You’re never too old to bowl is an obvi- 
579-117—697 handicap series, and John ous lesson taught by this photo of Andy 
Petri, with a 615 scratch total, won top  Varipapa (1), 70 year-old national bowling 
honors at last year’s 2nd annual USSBA - star, and Charles Jahn, 77 year-old founder 
Tournament against 225 senior bowlers. and president of the USSBA. 





P.O. Box 98, Park Ridge, Ill. Charles R. Jahn, President 


tet Purpose: To encourage American seniors to enjoy the 

UNITED STATES healthful benefits of relaxation and good fellowship of 

league bowling and to establish rules and regulations gov- 
erning play for these senior leagues. 

Membership: Both men and women are eligible for mem- 
bership upon reaching age 55 and upon payment of annual $2 membership dues. 
All members of league seeking USSBA certification must meet age requirements. 
Services: Provide sanctioned, competitive league bowling for seniors. Conduct 
national, (and in the future) regional and state senior bowling tournaments. Pro- 
vide shoulder patch awards for (1) each member of a league champion team, 
(2) highest individual average in each class in each league, (3) for rolling a 250 
or better game, (4) for a game of 225 or better. 

Classifications: To equalize competition, individuals will compete in the following 
classes, Class A (age 70 and over), Class B (ages 65-69), Class C (ages 60-64), 
Class D (ages 55-59). 

1962 Tournament: 3rd annual USSBA three-game tournament will be held April 
14-15, 21-22, 28-29, Orchard Twin Bowl, Skokie, Ill. 


@H UNITED STATES SENIORS BOWLING ASSOCIATION 








Retirees Bowling League at Goodyear Tire & Rubber Co., Akron, Ohio, has become one 
of the company’s most successful and most satisfying recreation programs. See story for 
retiree bowling recommendations by Activities Director Ray Detrick (back row, left). 
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12° OF EVERY $1 
GO FOR LEISURE 


The shifting boom in “active” leisure shows 


marked changes in the pattern of recreation 


| bre-eagend estimating leisure spending at a record $45 
billion per year, The Chase Manhattan Bank, New 
York City, sees two clear-cut trends in the nation’s spare 
time habits which have a direct bearing on industrial 
recreation programming: 

I. Spending connected with leisure activity has grown 
steadily—with some evidence that it has taken a ris- 
ing share of consumer income in the past five years. 

2. Composition of the leisure market has shown strik- 
ing change as Americans plan their time in an in- 
creasingly purposeful way. 

Reporting on “Leisure Activities” in its July-August bul- 
letin, Business in Brief, Chase Manhattan’s Economic 
Research Dept. pegs the rise in leisure spending to substan- 
tial increases in time and income available to be spent at 
the discretion of the individual consumer. 

Time plus money. While almost 100% of all employers 
now grant paid vacations and holidays to hourly as well as 
salaried employees, discretionary income has kept pace, 
jumping nearly 60% in the last 10 years. Other items: 

* Almost one-third of all after-tax consumer income, or 
$682 per person, is available for the consumer to spend as 
he wishes. 

¢ And, one-third of this discretionary income, or 12% of 
total consumer income, is being spent on leisure activities. 
This is double the amount spent 10 years ago. 

* Employees take a total of more than one billion days off 
during the year for vacations and holidays. 

* And, even during ordinary work-weeks, one-quarter of 
the average person’s time is open to his choice of activity. 
“Active” leisure. What are people doing with their 
leisure time and money? The figures show that some 
marked changes are underway in the pattern of recreation 
in the U. S. Forms of recreation involving active participa- 
tion and the development of knowledge are more popular. 

Movie admissions are still below their early postwar level 
and admissions to spectator sports have increased only one- 
fourth as rapidly as total recreation outlays. 

As for television, replacement needs, color and portable 
models have supported the market, but sales in 1960 were 
22% below the 1955 peak. 

The roving kind. The largest single item in the leisure 
budget is travel. Some $1414 billion was spent in 1960 for 
foreign and domestic trips, but estimates which include 
items such as vacation clothing, sports equipment and en- 
tertainment run as high as $20 billion. Items: 

* Travel within the U. S. is twice what it was a decade ago 
reaching $12 billion or 3¢ out of every consumer dollar and 
still increasing rapidly. 

* Foreign travel amounts to $214 billion, or triple what it 
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was in 1950. While record numbers are planning trips to 
the Pacific and Far East, growth seems to be tapering off, 
The long hair. Interest in cultural activities of all kinds 
for all ages is booming across the country: 

* Book purchases have risen more than any other recrea- 
tion expenditure (see chart), up two-thirds from 1955 toa 
total of $114 billion. 

¢ Ticket sales for theater and opera rose 50% in the past 
five years. Theater receipts in 1960 were one-third more 
than admissions to all spectator sports. 

¢ Number of amateur musicians has reached 32 million, up 
10% in 10 years. 

¢ Museum attendance topped 40 million. Visitors to New 
York’s Metropolitan Museum of Art on a single Sunday 
would twice fill Madison Square Garden sports arena, 
The he-man. Active sports participation set records all 
across the boards, such as boating, 40 million participants; 
bowling, 22 million; baseball, 16 million; basketball, 11 
million; tennis, 614 million; golf, 514 million. 

Camping was one of the most phenomenal. About 25 mil- 
lion overnight visits and 10 times as many day visits were 
made to state and national parks last year. Some went to 
fish (26 million) or to hunt (18 million). 

The reason. Chase Manhattan attributes the shifting 
leisure pattern to other trends in the U. S. The increase in 
sedantary professional, office and service jobs has given 
more people the energy and the need for physical exercise. 

The most clearly defined pattern in recreation spending, 
however, is according to residence and occupation. Farm- 
ers devote the largest share of their recreation budget to 
TV. City people spend half again more than the average on 
theater and other admissions. Suburbanites spend twice the 
average on sports equipment. 

The growing cultural interest is influenced primarily by 
the rising average level of education. But the overall result 
is a broadening and deepening of interests with the ob- 
servation by Chase Manhattan that “for them, leisure is 
not idleness. Rather, increasing attention is paid to Ben- 
jamin Franklin’s adage: ‘Do not squander time, for that is 
the stuff life is made of.’ ” 





Increase in Specific 
Recreation Expenditures 





Data: Dept. of Commerce 


1960 























encourages enthusiasm 


Plan your employee bowling program now — and 

make sure it’s an AMF-equipped Bowling Center. 

Why employee bowling? 

* All employees can participate. Bowling’s easy to learn 
... Invigorating but not strenuous. 

*Sure-fire popularity. Bowling is today’s most popular 
participation sport. 

* You benefit. Bowling teamwork builds a better on-the- 
job work team. 

4 Low-cost program. League bowling goes easy on recre- 
ation funds. Your “Magic Triangle”-equipped bowling 
center supplies all equipment. 


Why at a “Magic Triangle” Center? 


¢ Matchless equipment. League bowlers appreciate AMF 
extras such as exclusive “Magic Triangle” Automatic 
Pinspotters and Signaling Units. You get ’em at no 
extra cost, so why settle for less! 


¢ Superb facilities. AMF-equipped centers offer ultra- 
modern equipment, luxurious surroundings, delightful 
refreshments that make an evening complete. 


¢ Friendly cooperation. Your neighborhood AMF- 
equipped bowling proprietor will be glad to help you 
set up your bowling recreation program — easily and 
economically. See him soon, and get the ball rolling. 


BOWL WHERE YOU SEE THE 


AMF PINSPOTTERS INC. 


SUBSIDIARY OF AMERICAN MACHINE & FOUNDRY COMPANY 


AMF BUILDING + 261 MADISON AVENUE, NEW YORK 16,N. Y. 


“MAGIC TRIANGLE” 
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JUDO 


Everybody has heard of this unique Japanese 


...a way to keep fit 


sport, but few know what it actually involves 


or how it can apply to industrial recreation 


by Ada Paskind Kahn 


b igen a sport demanding skill and 
stamina, offers beginners an excit- 
ing rough-and-tumble exercise; experi- 
enced sportsmen a challenge of coordi- 
nation and movement; and active men 
or women of any age an enjoyable way 
to keep fit. 

With physical fitness in mind, judo 
fans across the country have formed 
clubs for learning the sport. 


REGULAR LESSONS AND WORKOUTS 

Employees at McDonnell Aircraft 
Corp. at St. Louis, Mo., began their 
Judo Club three and one half years 
ago. MAC holds regular lessons and 
workouts twice weekly, with sessions 
lasting from two to three hours. Ac- 
cording to McDonnell’s recreation 
supervisor, Bert Granville, most par- 
ticipants learn the fundamental falls of 
judo in a month and a half. 

New classes begin at McDonnell 
every other month, There are now 60 
members in the club. In the course of a 
year, approximately 200 employees 
take part in their judo program. 

Employees at Bell & Howell, 
Lincolnwood, Ill., are an example of a 
group who became interested in judo 
through a fellow worker. A year ago, 
the B & H Judo Club began with nine 
participants who have since been work- 
ing out one evening each week. 

Aerojet-General Corporation, Sacra- 
mento, Calif. offers a judo club as 
part of its employee recreation pro- 
gram and sponsors periodic demonstra- 
tions for employees and families. 


Just what is judo, and why is its 
position American 
sports? Historically, judo began with 
Japanese hand to hand fighting. 

In 1880, modern judo began with 
the establishment of the Kodakan 
Institute in Tokyo. The new form of 
judo, called Kodakan Judo, was said 
to enable a man of lesser strength to 
beat a stronger man in contest. 

Judo was less violent than jujitsu, 
and avoided many dangerous _tech- 
niques used in jujitsu, such as twisting 
arms and legs. The new system of 
Kodakan judo thus became a_ study 
and a method of training the mind and 
body for maximum and efficient use. 

One of the first prominent American 
pupils was Theodore Roosevelt. At 
about the same time, many groups 
organized in Hawaii and on the west 
coast. After World War II, judo spread 


widely to other parts of the country. 


unique among 


INEXPENSIVE TO PARTICIPATE 

Judo is a fairly inexpensive sport, 
because little equipment is needed. 
Usually the “judogi” or judo costume, 
is purchased by the individual, and 
costs between $15 or $17 depending 
on the size. 

The outfit comprises a loose fitting 
jacket, trousers, and a belt. The jacket 
and trousers are white, and the color 
of the belt indicates the grade skill of 
the wearer. The “judogi” is utilized by 
the sportsmen to add 
throwing and grappling. 

Brown and white belts are worn by 


leverage in 
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Ladies are judo fans, too. In the past year, 
85 women participated in McDonnell Air- 
craft's judo training program. 


beginning students. Advanced _partici- 
pants wear black belts, but red and 
white are sometimes worn by the high 
grade holders as a mark of distinction 
during exhibitions, ceremonies and oc- 
casionally during practice. 

A group of high grade holders re- 
views the participant’s record in judo 
tournaments to decide whether ad- 
vancement is in order. Grading is also 
given by means of an examination, 
consisting of technical demonstrations 
and a contest against an opponent of 
the grade for which the individual is 
trying. 

Because of the Japanese origins of 
the sport, terms are usually spoken in 
Japanese. Participants learn the new 
words easily. 

In judo, a person can set his own 
pace as to how hard or easy he wishes 
practice. The general schedule of train- 
ing goes like this: 

® Calisthenics: for limbering and 
warming up, for developing muscles. 

¢ Ukemi: falling exercise. This is 
the most important phase of judo, as 
it prevents the participant from getting 
hurt. The force of a throw is absorbed 
into the length of the body, and is also 
broken by striking mat with arms. 

¢ Kata: a prearranged method of 
practicing techniques to be used as 
a demonstration or a guide for tech- 
niques later to be used in Randori. 

¢ Uchikomi: prac: 
ticing to develop correct action in ap- 


exercises for 


plying various techniques. 
© Randori: free exercise. whereby 
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the actual application of techniques is 
practiced against a partner who is try- 
ing to defend himself or throw you. 

Women participate in judo, too. The 
women’s judo club at McDonnell Air- 
craft is a year old. There have been 85 
participants, with 25 current members. 
The women, in addition to judo, learn 
specialized self-defense. 

Children are excellent 
judo because they learn faster, says 
Vince Hoffman, the Bell & Howell 
club’s instructor. Thus far his club has 
not taught any children, but will 
welcome them to the class as they be- 
come interested. 

McDonnell Aircraft’s club partici- 
pates in about seven contests yearly in 
the St. Louis area. During the past 
year. the MAC team won the St. Louis 
University Midwest Invitational. Teams 
from Chicago, Milwaukee, Peoria, 
Granite City and St. Louis competed. 


students of 


COMPANY COMPETITION 

Bell & Howell employees frequently 
engage in contests among themselves 
and against members of other judo 
clubs in Chicago. 

The contest is the final test of judo 
training. A contest win requires only 
one point, giving the contestants no 
second chance. Consequently, con- 
testants can grow nervous with anxiety, 
fear of losing, cautiousness, ete. A 
person may be good during free prac- 
tice, but may perform badly under 
contest conditions if his mind 
techniques are not well developed. 

Contests are usually three minutes 
long, but sometimes as long as 20 
minutes. Matches for children under 16 
years of age are usually two minutes 
long. A match is over as soon as the 


and 





Black belt holder demonstrates judo fundamentals to the Aerojet- 


General Judo Club in Sacremento, Calif. Kodakan judo was de- 
veloped as a method of training the mind as well as the body. 


point is won. A winner is declared 
when a point is scored under any of 
the following conditions: 

e If a contestant is thrown so that 
he strikes the mat on his back or side 
with appreciable force, provided the 
throw is made with good form, a point 
is scored. If a throw is good but does 
not quite merit a point, the referee 
may judge it as a half point. 

© If a contestant is held on his back 
under control for 30 seconds, a point 
is scored. If he is so held for 25 
seconds, a half-point is scored. 

e If a contestant is choked until he 
submits or becomes unconscious, a 
point is scored. 

© If a contestant is forced to con- 
cede because a joint, usually the elbow. 
is endangered, a point is scored. 

If the referee feels at any time that 
life or limb of a participant is en- 
dangered, he can award the match. He 
may also award it in case of bad 
sportsmanship. 

If the time limit elapses and no 
point has been scored, the judges and 
referee may award a decision to the 
contestant who, in their opinion, has 
shown greater skill. If the two are so 
evenly matched that a fair decision 
cannot be rendered, the judges can 
demand an additional three minute 
period, After this, if no point has been 
scored, a decision must be rendered. 

Rules for judo matches are included 
in the annual directory of the Amateur 
Athletic Union of the United States. 

The Judo Black Belt Federation of 
the United States began in 1954 to 
organize judo activities on a_nation- 
wide basis. Representatives from each 
area of the 
usually at the time of the national 


country meet yearly. 
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AAl 


such as the 


tournaments to consider matters 
admission of new 


“vudanshakais.” or regional groups, 


interpretations of rules, and other 
issues of general interest. 

The best way for a judo club to 
begin is by locating a qualified instrue- 
tor. This is a sport that cannot be 
learned without personal instruction 


from a responsible judo man. 


HOW TO START 

Usually a Kodakan black belt holder 
is considered qualified to teach others, 
and names of local black belt holders 
can be obtained by writing to the 
president of the Judo Black Belt 
Federation: Mr. Yosh Uchida, c/o 
Physical Education Dept... San Jose 
State College, San Jose. Calif. 

A registered black belt holder has 
either a judo diploma or a membership 
card in the Black Belt 
and should show _ these 
before teaching your group. 


Federation. 
credentials 


To commence judo activities, the in- 
structor can be called in to explain the 
principles of judo and perhaps give a 
demonstration to interested employees. 
Lessons can start as soon as equip- 
ment and location are obtained. 

Since 1953, there have been yearly 
national AAU Judo 


tournaments as well as many local and 


championship 


regional AAU sponsored contests. 

A judo tournament will be included 
for the first time in the 1964 Olympics 
which will be held in Japan. 

Within industry, judo offers a new 
with many 
facets that are fun, body building and 


and fast growing sport 
good exercise for quickening the mind. 
The possibilities for activities within 
the sport are wide, benefits are many. 
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Judo choking technique is studied by club members at McDonnell 
Aircraft. More than 200 employees a year take part in the program, 
learning the fundamental falls in a month and a hall. 
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For a grand slam in 
organizing a duplicate 
bridge club, follow 


these master pointers 


BEST DEAL FOR 
BRIDGE CLUBS 


by R. Fred Canaday 
Director of Recreation 
General Motors Corporation 


. 
of 
+ 
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AS any recreation director will tell you, there is a sizable 

group in any plant which seldom participate in any 
recreational programs—particularly if any physical effort is 
involved. 

Many members of this group, however, are enthusiastic 
about card games. The phenomenal growth in the number 
of contract bridge fans in the last 20 years has prompted 
the springing up of literally thousands of local duplicate 
bridge clubs which meet on a regular schedule and enjoy 
consistently high attendance. 

The growth of industrial bridge has been so great that 
nearly all regional or national tournaments conducted by 
the American Contract Bridge League include a two-session 
event limited to industrial league teams. 


INDUSTRIAL ACTIVITY GROWS 


In addition, at least seven major cities in the United 
States have industrial contract bridge leagues in which par- 
ticipation is generally limited to bona fide employees of 
participating company members. These are usually team-of- 
four events. Frequently, winning teams are sent to national 
tournaments by the league. 

One of the advantages of duplicate contract bridge clubs 
is the low cost of operation. Bridge players, as opposed to 
some of the recreational groups, expect to pay their own 
way. Perhaps one reason for this attitude is the low cost 
per person even when participants assume all the expenses 
of operation. 

To any plant which is contemplating the organization of 
a duplicate bridge club, we offer the following which you 
will want to consider very carefully if you expect your club 
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to flourish and be accepted wholeheartedly by bridge en. 

thusiasts at all levels of proficiency. 

Employ a professional director. Almost any city of any 

size in the U. S. or Canada has a number of capable people 

who have had experience as league directors and would be 

available to service your club or league. The usual charge 

of $25 per night includes: 

¢ Management of the league operation. 

¢ Providing duplicate boards and cards at no additional 
expense to you or the players. 

¢ Scoring of each session as well as a cumulative season 
record. 

¢ Available for lessons to help individuals or groups (at 

extra cost, of course). 

Elimination of bickering or arguments regarding rules or 

play procedure. 

¢ Added prestige to the conduct of play and recognition of 
the league. 

Join the ACBL. Club membership in the American Con- 

tract Bridge League, at $5 per year, entitles your club to 

award fractional Master points at all sessions and a full 

Master point at every fourth session. There is a small 

charge for this privilege. However, without the “Master 

Points” your club will not be likely to last for many 

seasons. 

Individual members may also join the ACBL for a fee of 
$2 each. These fees, or annual dues, entitle the member to 
receive the ACBL monthly magazine, The Bulletin; to have 
personal Master point awards recorded at ACBL head- 
quarters and to play in district, sectional, regional or na- 
tional tournaments sponsored by ACBL throughout the 
world. 

Costs. Here is a breakdown of the probable costs in run- 
ning a duplicate contract bridge league in your plant for an 
eight-week season: 


Item Cost per night 8-week total 
Professional director $25 $200 
Coffee 10 80 
ACBL dues — 5* 
Master point sanctions from ACBL -- 15 
Trophies (4 @ $10) — 4 
Misc. (pencils, score sheets, etc.) _— 10 
Total $350 


*Payable once a year; this item would not be repeated for fall season 


Fees. Assuming that a league would meet on company 
premises without cost to the players, a $1 per person charge 
for each playing session is usually ample to cover the cost 
of operation and still provide enough of a balance to pur- 
chase special trophies and serve free coffee at a special club 
championship at the close of each season. 

This $1 per night charge is standard procedure in the 
vast majority of industrial and public bridge clubs. Em- 
ployees are not only willing to pay this fee, they expect to 
pay it; and, if the coffee can be paid out of their dues, the 
employees will feel that their investment is unusually low 
for the value received. Here are two examples of expected 
income: 

1. Assuming a league of 10 tables meet- 

ing once a week for eight weeks, 40 players 
TE saeicecicinhcaistictditinecctcienicntenclacieel $400 
2. Assuming a league of eight tables 
meeting once a week for eight-weeks, 
32 players at $1/night, coffee extra.................. $320 
Playing accommodations. Most company bridge leagues 
meet in salaried personnel cafeterias or conference rooms 
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where square or round tables approximately bridge table 
size are available. If such an arrangement is not practical 
in your plant, most hotels have a supply of bridge tables. 
Your club could meet regularly in one of their meeting 
rooms at a very small fee. 

Refreshments. Traditionally, members of bridge clubs 
seldom use intoxicating beverages before or during a ses- 
sion. However, whether it is provided without charge or at 
a modest 10¢ per cup, bridge players across the world 
demand that coffee be available. 

Membership. About half the General Motors duplicate 
bridge leagues are open only to employees. The other half 
include wives and husbands as long as one member of 
each pair is a GM employee. All GM. leagues, except the 
GM Men’s Club league in Detroit, are open to both male 
and female employees. We believe that in small cities or 
plants the family atmosphere has a great deal to offer. 
Playing season. League play is generally divided into two 
seasons, fall and spring. If you were to choose a Wednesday 
night for a league to start in January 1962, the following 
schedule would avoid holidays and end soon enough so that 
conflict with summer activities would not be a factor. Play 
could begin on Jan. 3, and end with the club champion- 


ship tourney on April 25. 


January 3,17 and 31 April 1] 
February l4and 18 Club championship: 
March 11 and 18 April 25 


ADDITIONAL SUGGESTIONS 

By scheduling an “open pairs” league, you avoid com- 
plications at any individual session if the number of play- 
ers present varies to any degree. For example, a so-called 
10-table league will vary from as low as seven to as high 
as 12 tables on a given night, depending on weather, ill- 
ness, competing attractions or personal obligations. 

One final point! Since your league will probably have a 
number of relative newcomers to the duplicate style of play. 
we suggest a starting time of no later than 7 p.m. A later 
starting hour would extend play beyond 11 o’clock and thus 
be unattractive to a sizable portion of the membership. 


Industry champs, Reynolds Metals Co. team from Richmond, Va.. 
won the Commercial and Industrial tournament of the 33rd Summer 
National Bridge championships recently. Grumman Aircraft Co.. 
Bethpage, L. 1., was runner-up, with a GM Detroit team finishing 
in third place. 
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Available Immediately 1 0 


Beautiful wooded property . . . miles of sandy 
shoreline . . . ideal for 

¢ Corporate recreation area 

¢ Sportsmen’s club 
¢ Investment property 

Less than 200 miles from Detroit, within 300 
miles of Chicago lies a wooded wonderland 
containing eight spring-fed lakes stocked with 
bass, pike and muskellunge. Poplar, birch, pine 
and hardwood stands abound with deer, 
partridge and waterfowl. Excellent boating, 
water skiing and winter sports. Golf course 
nearby. Private plane airport minutes away. 
Investigate this outstanding private recreation 
area today. Flexible terms available to qualified 
buyer. Property offered by owners. Address in- 
quiries to: 
BOX 1518 
Recreation Management 
203 North Wabash Avenue 
Chicago 1, Illinois 



































imagination and resourcefulness 

are vitally important to the 

success of any 

industrial 

WHAT’S THE recreation 
director. 

“Old stuff” is no fun. It’s the 

fresh approach, the new wrinkle 

that make 


BIG IDEA? your program 
® grow in 

popularity. 

The big ideas which do the job best 
are reported each month in R/M. 
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IN ATHLETIC EQUIPMENT, 


HOW DO YOU BUY SERVICE? 








Will delivery be on time? 


cialist in sports. 






B 


SERVICES 


... fundamental 
to efficient 
operation 

of employee 
programs 


A non-profit 


service organization 


BY THE INCH — QUART — OR POUND? 


Service is that intangible quality in purchasing that can make a 
“‘good buy’’, a ‘‘bad buy”’. 

In purchasing athletic equipment, you may frequently be offered 
equipment at surprisingly low prices. 

When considering bids and purchases, take just a moment to 
consider that important word service. 

What happens if the equipment isn’t up to par, or goes bad? 


There’s one way to eliminate this worry—buy from your spe- 


BUY WHERE YOU SEE THIS SIGN OF THE NSGA MEMBER 


peal NATIONAL SPORTING GOODS ASSOCIATION 
SF 


{> 23 EAST JACKSON BLVD. °¢* CHICAGO 4, ILLINOIS 
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CONFERENCES: Annual, four-day Na- 
tional Conference and Exhibit plus re- 
gional meetings cover all phases of 
industrial recreation programming. 


RESEARCH: Studies of trends, program 
effectiveness and operation contribute 
greatly to technical knowledge. 


PERIODICALS: Recreation Management 
magazine and NIRA Newsletter, both 
published monthly keep you informed 
of the latest developments, techniques. 


CONSULTATION SERVICE: NIRA staff 
and Advisory Committee are on call! to 
assist on specialized problems. 


CONTESTS: National, industry-only com- 
petition in fishing, bowling, shooting, 
photography, add to your program. 


REFERENCE MANUALS: Program aids, 
rule books and wealth of other useful 
items help you set up new activities, 
add interest to established programs. 


National Industrial Recreation Assn. 


203 North Wabash Ave., Chicago 1, Illinois 


WRITE FOR complete informa- 
tion on services, membership 















































Archery Golf 


Combination of flight, field and 
target shooting provides unusual 
test of skill for company archers 


Many a perplexed golfer may feel like 
resorting to the tactics used by the 
foursome pictured above. But these 
people aren’t golfers at all. They're 
serious archers from the IBM Club, 
Rochester, Minn., playing an interest- 
ing game: archery golf. 

To start, a bowsman “tees-off” by 
shooting an arrow, plays his next shot 
from where the first one comes to 
rest and holes out by knocking a four 
inch red plastic ball from its wire 
stand. Six inches in height, the stand 
is placed five feet to the right of the 
flag marking the hole. 


PAR BUSTERS 

Yardage per hole is similar to golf. 
but 18-hole scores range from a low 
10 on up. Average weight for bows is 
15-50 Ibs. for men, 35-40 Ibs. for the 
women. 

This summer, the Rochester IBM 
Archery club hosted the 22nd annual 
state championship event sponsored by 
the Minnesota State Archery Assn. 

In a field of 67 entries, National 
Field Champion Bob Kadlec won the 
golf event with a score of 42. 

Low scoring IBMer was Ted Presler 
(second from left in photo above) with 


a 55 total. 





lane 
pike 
only 
nor 
ner: 
A-f 
1 


TRE 


NC 





























BM 
ual 
by 
. 
nal 
the 


sler 
vith 





NIRA postal fish-a-rama 


CROWN INDUSTRY 


FISHING CHAMPS 


Northern pike wins national award for 3M’s Bill Tacke; 


seven others named specie winners in 4th annual contest 


oo Tacke of Minnesota Min- 
ing & Mfg. Co., St. Paul, Minn., 
landed a whopping 281% lb. northern 
pike last July, but the big catch came 
only last month when Tacke and his 
northern were declared all-species win- 
ners of NIRA’s 4th annual Postal Fish- 
A-Rama. 

Tacke, by beating out seven other 
species winners in the contest, won the 
title as industry’s 1961 fishing cham- 
pion and with it, a three-day expense- 
paid fishing vacation on North Mani- 
tou Island in Lake Michigan. 

Tacke’s winner was 
determined by a special judging system 
which compares contest entries with 


selection as 


the world’s record catch in each spe- 
cies. If the results are close, the fish in 
question are then compared to the 
average catch in each species. 

Thus, the northern won the nod 
over a 399 |b. swordfish hauled in by 
Marshall E. Monroe, Jr., Motec Indus- 
tries, Inc., Hopkins, Minn. 


SET SIX NIRA RECORDS 

While none of the specie classifica- 
tion winners came close to the world 
records (46 lbs. 2 oz. for a northern), 
they were all well over the average 
and made a shambles of NIRA records 
in six of the eight contest classifica- 
tions (see results below). 


Open to all employees of NIRA 
member companies, the Fish-A-Rama 
is sponsored by the Association to help 
stimulate interest in individual 
pany fishing programs. 

Tacke’s case provides a perfect ex- 
ample of the Fish-A-Rama’s purpose. 
The northern was originally entered in 
Minnesota Mining’s 3M Club fishing 
contest. As one of the winners, it was 
automatically entered by the Club in 
NIRA’s national contest. Tacke, inci- 
dentally, also won the grand prize in 
the northern pike division of the St. 
Paul Dispatch fishing contest. 

The island where Tacke will spend 
his fishing holiday is maintained in its 
natural state by the William R. Angell 
Foundation. No cottages mar the scenic 


com- 


shoreline of Lake Manitou, which is 
considered as one of the finest in the 
world for smallmouth bass. 

Tacke will be accompanied on the 
island by T. Y. Wu, Ford Motor Co., 
winner of NIRA’s 1961 Postal Shoot- 
ing Contest. While Wu may go fishing 
if he desires, he'll undoubtedly be after 
at least one of the island’s 1,100 deer. 

The prize-winning trips were ar- 
ranged for NIRA by The Shakespeare 
Co., leading tackle manufacturer. 

Fisherman Tacke won't soon forget 
the afternoon he made his catch. He 
said it was about 2:30 p.m. on July 5 


NIRA fishing champ, Bill 
Co., St. Paul, Minn., and his 
contest catch, a 28% Ib. northern. 


Tacke, 3M 
best-of- 


when the northern picked up his Doe- 
tor Spoon. Tacke was trolling with a 
10 |b. lead-filled line which he 
in place of sinkers “because | didn't 


used 
want to stir up the bottom.” 
READY FOR 1962 


In technical 
commercial 


3M’s 


department, 


maintenance at 
chemicals 
Tacke has been with the company for 
10 years. He shares his love for fishing 
with his wife, also an avid angler. 

Official rules for the 1962 Fish-A- 
Rama will be announced in January 
R/M, but will be basically the same 
as in the past: any employee of any 
NIRA member company enter 
any fish he has caught anywhere in 
the world between Jan. 1, 1962 and 
the contest deadline on Sept. 15. 


may 





SPECIE WINNERS—1961 NIRA POSTAL FISH-A-RAMA 





TROUT 
Kenneth H. Blair, Ontario Hydro Electric, Peterborough, 
Ont., Canada. Brown trout, 9 Ibs., 15 oz. (former NIRA 
record, 5:14). Spin casting in Millbrook Pond, Peter- 
borough, Ont. 

NORTHERN PIKE 
William Tacke, Minnesota Mining & Mfg. Co., St. Paul, 
Minn., 28 Ibs., 8 oz. (old record 24:9). Trolling in Horse- 
shoe Lake, Backus, Minn. 

WALLEYE PIKE 
Robert A. Matheus, Allen-Bradley Co., Milwaukee, Wis., 
13 Ibs., 3 oz. (old record 11:8). Green Lake, Wis. 

MUSKELLUNGE 
Russell K. Komen, R. R. Donnelley & Sons Company, 
Chicago, Ill., 22 Ibs. (NIRA record 23:0). Casting in 
Canyon Lake, Ontario, Canada. 


LARGEMOUTH BASS 
R. H. Rhinehart, E. |. du Pont de Nemours & Co., Black- 
ville, S. C., 12 Ibs., 1 oz. (old record 10:1). Casting 
from shore in Barnwell State Park, S. C. 

SMALLMOUTH BASS 
Duncan G. McKenzie, Ford Motor Co., Dearborn, Mich., 
5 Ibs., 5 oz. (NIRA record 5:15). Bait casting at Silver 
Lake, Mears, Mich. 

PAN FISH 
Orba Phaby, R. R. Donnelley & Sons Company, Chicago, 
lll. Crappie, 2 Ibs., 7 oz. (old record, 2:4 crappie). 
Still fishing at Hayward, Wis. 

SALT WATER 
Marshall E. Monroe, Jr., Motec Industries, Inc., Hopkins, 
Minn. Swordfish, 399 Ibs. (old record, 100 Ib. tarpon). 
Deep sea fishing out of Bayshore, Long Island. 
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Bridge clubs on TV 

Industrial bridge teams from Allison 
Division, GMC, and Eli Lilly Company 
had the rare pleasure of displaying 
their talents to Indianapolis, Ind., audi- 
ences this summer during a_ weekly 
television series. 

Contacted by the “Blackwood Bridge 
Hour” television show, the company 
bridge clubs were each asked to sub- 
mit two teams-of-four to compete on 
the series. The teams played duplicate 
matches consisting of 24 hands with 
the scoring based on duplicate point 
totals instead of point-a-board totals. 


Employees to name terminal 
Charles C. Tillinghast, president, Trans 
World Airlines, feeling it “appropriate 
that our own people have the honor of 
naming this imposing structure,” has 
asked TWA employees around the 
world to help name the company’s 
futuristic new terminal at New York’s 
Idlewild airport. 

The employee, or employees, who 


suggest the chosen name will have their 
name, or names, inscribed on a bronze 
plaque to be permanently displayed in 
the terminal’s main lobby. 

To enter, employees must think up 
an appropriate name and then submit 
a letter of 100 words or less supporting 
their selection. 

In case genius strikes in more than 
one place, as many as 10 persons may 
be honored with a plaque inscription. 


Oldest industrial band? 

Having just completed its 47th summer 
concert season, members of the Kohler 
Company Band, Kohler, Wis., were 
well justified in recalling the high- 
lights of the band’s long and remark- 
able history. 

Organized in June 1915, of com- 
pany employees, family members and 
village residents, it is one of, if not the 
oldest industrial band in the country 
with an uninterrupted existence. 

Since its first concert, held only 
weeks after the group was formed, the 


Kohler Band has given an estimated 
500 concerts—once before an audi- 
ence of nearly 100,000 people (Chi- 
cagoland Music Festival), once sharing 
the stage with the John Philip Sousa 
Band with the famous composer-di- 
rector leading. 

Although the performance with the 
Sousa Band dates back to 1925, there 
are several still-active members of the 
Kohler Band who remember the occa- 
sion well. 

In fact, eight bandsmen have been 
with the group for 30 years or more. 
The member, now a retired 
Kohler employee, has been playing 
either the snare or the bass drum in 


the Kohler Band since 1921. 


senior 


Top honors to Delco JA 

Delrey Company, a Junior Achieve- 
ment firm sponsored by Delco Prod- 
ucts, Dayton, Ohio, received national 
recognition as a “Top Achievement 
Company” among thousands of JA 
firms across the nation. 

However. the national award was 
only one of many honors earned by 
Delrey. Particular with its 
production operations was a big factor 


success 














The Firestone Pistol Club at Akron, Ohio, was organized in 1939 and 


has been affiliated with the National Rifle Association since 1943. It is one 


range in Firestone Stadium. This indoor range was recently remodeled and 
equipped with an electronic target control system. The work was completed— 
by club members and Firestone engineers—just in time for their first NRA- 


Approved Pistol Tournament to be held the 29th of this month. 


NRA is proud of its association with the Firestone Tire and Rubber 


Company and salutes both the firm and its employee pistol club. 


tut NATIONAL RIFLE ASSOCIATION SALUTES INDUSTRY! 


SP by 


of three gun clubs sponsored by the Firestone Tire and Rubber Company. 


Members enjoy pistol practice and competitive matches at the club's 


NATIONAL RIFLE ASSOCIATION, 1600 Rhode Island Ave., N.W., Washington 6, D. C. 


PISTOL CLUB 


Firestone Employees’ Gun Club Corporation 


ya THE FIRESTONE TIRE 
AND RUBBER COMPANY 


James Hill 
Robert Elsmore 
Elmer Schoch 
Cletus Wade 
Carl Bell 


Write for Information 


Industrial Recreation Executives are invited 
to write to the address below for further infor- 
mation on organized rifle and pistol shooting. 
Details on how your company can sponsor a 
NRA-affiliated club will be sent without cost 
or obligation, of course. 


FIRESTONE 


A Division of 


Akron, Ohio 


CLUB OFFICERS 


President 

Vice President 
Sec'ty-Treas. 
Executive Officer 
Chief Range Officer 
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How to pick-up the 7-10 split is dem- 
onstrated by George Gowen, director of 
manufacturing, Whirlpool Corp., St. Joseph, 
Mich. Asked to roll first ball in Whirl- 
pool's Bowling Field Day, he dreamed up 
stunt by gluing two balls to the ends of a 
stick. But the device started wobbling, 
stopped short of the target. 


in helping Delrey earn citations which 
included a second place award for 
general manufacturing in competition 
with hundreds of JA companies in a 
five-state region. 

“Outstanding Production Award,” 
given by the Foreman’s Club of 
Dayton, cited Delrey for the best local 
production operation. The company 








made five products and handled a sub- 


contract job. Delrey was also cited 


for having the best local secretary. 


Wingfoots tour Near East 
Goodyear’s Wingfoot basketball squad, 
former members of the now defunct 
National Industrial Basketball League, 
left Sept. 30, for a six-week good- 
will swing through the Near East under 
the sponsorship of the U. S. State 
Dept. and the AAU. 

According to Chuck Bloedorn, Good- 
years director of recreation and a 
NIRA director, the Wingfoots will 
barnstorm through Iran, Turkey and 
Afganistan with stopover games sched- 
uled in Rome and Paris on the return 
trip in November. 

The toughest competition is ex- 
pected to be in Turkey, Rome and 
Paris, although each country visited 
will field a “national” team. “More im- 
portant, we think, will be the clinics, 
intrasquad games and demonstrations 
by our boys in those nations where 
basketball is in its early 
Bloedorn stressed. 

Although four of his stars from last 
season have been lost to the expand- 


stages,” 


ready for 















with fllyard 


This beautiful light, smooth finish has the 
highest index known, of resistance to abrasion 
and scuffing. Chosen for leading industrial 
and college gyms that support heaviest 
schedules of all-round activity. Actually costs 
less because it wears 2 to 3 times as long as 
ordinary finishes. No-glare, non-slip. Cleans 
like a china plate for easy maintenance. 


HILLYARD 


AM 
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990,00, 
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WENDEL I 
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% 


One millionth ABC team, Wendelin Bak- 
ing Co., Lincoln, Neb.: (l-r) Ken Hurley, 
ABC Rules Dept.; Sol Samazin, Swingster 
Bowling Shirt Co., which donated shirts to 
team; Jack Wendelin, team captain; Dick 
Winkleman, ABC representative; and Ed 
Wendelin whose bakery three 
teams among its 110 employees. 






























sponsors 


ing pro ranks, Wingfoot Coach Hank 
Vaughn, anticipates an abundance of 
talent. In addition to Vaughn and his 
10-man squad, Bloedorn will make the 
trip as manager. 

The team was briefed by the State 
Dept. and by officials of Goodyear 
International Corporation in advance 
of the overseas trip. 


all activities 
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HILLYARD St. Joseph, Mo., Dept. P-6 

O Please send me Free chart for laying out, lining and « 

Ask the Hillyard finishing my gym floor. e 

__ “Maintaineer®" in your area (Please have the Maintaineer get in touch with me. ° 

to draw up a maintenance program for your floor No obligation! . 
—also for tips on preparation e 

EN for dances, etc. He’s . 

‘a a TE TE e 

On Your Staff Firm or ° 

a a ee e 

Not Your Payroll. ; 

Address . 

. 

ST. JOSEPH, MISSOURI > San Jose, Calif. + Passaic, N.J. City vs State ° 
. 

- 





Branches and Warehouses in Principal Cities CRHOCHHESCHOHOOEOECOREOE ESE EOC EEOEEESE 
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Champion Paper’s trapshoot champions: (I-r, sitting) True Ward, 
Fred O'Dell, Hubert Corliss. (Standing) Calvin Allen and Jim 
Cain, The team missed on only 24 of a total of 375 targets. 





Bernard Kalapach (\), American Oil Co., beat out Jim Wood 
(r), Union Carbide, in shoot-off to determine high gun. Kalapach 
blasted 72 of 75 birds, the last 50 at handicap distance. 


Armco national tourney 


CHAMPION PAPER 
WINS TRAP TITLE 


High gun honors to American Oil’s Kalapach 
in 12th annual national industrial shoot-off 


A record field of 92 teams, 10 more than the previous 
high total, and 460 employee-trapshooters converged on 
Middletown Sportsmen’s Club, Middletown, Ohio, Sept. 10 
for the 12th annual Armco National Industrial Invitational 
Trapshoot. 

And, the race for the team championship was almost as 
crowded as the shooting points on Middletown’s excellent 
trap facility. A mere five targets separated the eventual 
winner from the ninth place finisher. 

After the first round of 25 targets, Champion Paper. 
National Lead and the Westerner Club of Western Cartridge 
Co. were knotted in a three-way tie all hitting 122x125. 
Dropping back to handicap distance for the last of the two 
regulation rounds, proved no more decisive. While the 
Westerner Club missed by only one “bird,” Champion and 
National Lead were still tied, scoring 113x125. 

In a special shoot-off, the Papermakers withstood the 
pressure, blasted 116x125 to Lead’s 114. 

The battle for individual honors was equally close. 
Bernard Kalapach, American Oil Co., Whiting, Ind., won 
in a four-way shoot-off, but still another shoot-off was re- 
quired for Joe Wood, Union Carbide Chemicals Co., South 
Charleston, W. Va., to take runner-up honors. 

While entries represented companies from Connecticut. 
West Virginia and all the eastern Midwest _ states. 
Champion Paper’s victory marked the 11th time in the 
Armco meet’s 12-year history that the team trophy has 
remained in Ohio’s Miami Valley. Teams from Dayton 
alone have won the meet six times, a reflection of the out- 
standing shooting program conducted over the years by 
the Dayton Industrial Athletic Assn. 


12th annual Armco National Industrial Invitational Trapshoot 
Middletown Sportsmen’s Club, Middletown, Ohio 


INDIVIDUAL CHAMPIONS 

Bernard Kalapach, American Oil Co., Whiting, Ind. 50x50, 22x25 
Joe Wood, Union Carbide, S$. Charleston, W. Va. 50x50, 21x25, 23x25 
Bruce Spaulding, Olin Matheison, New Haven, Conn. 50x50, 21x25, 21x25 
C. O. Parsons, Wright-Patterson AFB, Dayton, Ohio 50x50, 20x25 


TEAM LEADERS 


Champion Paper & Fibre Co. #1, Hamilton, Ohio 235° 
National Lead Company, Cincinnati, Ohio 235 
Westerner Club, Western Cartridge Co., East Alton, Ill. 234 
Inland Manufacturing Div., GAC #1, Dayton, Ohio 232°* 
Production Plating Works, Lebanon, Ohio 232 
Delco Products Div., GMC, Dayton, Ohio 231 
American Oil Company #1, Whiting, Ind. 231 
Wright-Patterson Air Force Base #1, Dayton, Ohio 231 
National Cash Register #2, Dayton, Ohio 230 
Joseph E. Seagram & Sons, Inc., Lawrenceburg, Ind. 229 
Olin Mathieson Chemical Corp., New Haven, Conn. 229 
Cincinnati Milling Machine Co. #1, Cincinnati, Ohio 229 
Armco Steel Corporation #1, Middletown, Ohio 228 
Frigidaire Division, GMC #3, Dayton, Ohio 228 
Owens-Illinois Glass Company #1, Godfrey, Ill. 226 
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McCall Corporation #1, Dayton, Ohio 226 
National Cash Register #1, Dayton, Ohio 225 
Dayton Power & Light Co. #1, Dayton, Ohio 225 
Delco Products Div., GAC #3, Dayton, Ohio 223 
Frigidaire Division, GMC #2, Dayton, Ohio 222 
International Harvester Company #1, Springfield, Ohio 222 


* Won shoot-off 116 to 114 out of 125 targets 
** Won 4th place shoot-off 108 to 105 out of 125 targets 


PAST CHAMPIONS 


1950 Frigidaire Division, GMC, Dayton, Ohio 225 
1951 Westerner Club, Western Cartridge Co., East Alton, Ill. 230 
1952 Frigidaire Division, GMC, Dayton, Ohio 231 
1953 Moraine Products Division, GMC, Dayton, Ohio 225 
1954 Armco Steel Corporation, Middletown, Ohio 239 
1955 Delco Products Div., GMC, Dayton, Ohio 235 
1956 National Cash Register Company, Dayton, Ohio 233 
1957 Delco Products Div., GMC, Dayton, Ohio 235 
1958 Armco Steel Corporation, Middletown, Ohio 233 
1959 Armco Steel Corporation, Middletown, Ohio 235 
1960 The Cincinnati Shaper Co., Cincinnati, Ohio 235 
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BI INOUSTRY ITEMS 


$11% billion sport 

Including capital expenditures, bowling 
will contribute more than $114 billion 
to the nation’s gross national product 
in 1961, according to a forecast on 
the bowling 
Brunswick 
Bensinger. 

The $114 billion GNP shows a 50% 
increase over the past four years. The 
industry reached the dollar 
mark in 1957. 

The report revealed that more than 
75,000 people are employed directly 
by the bowling industry and that ap- 
proximately 175 manufacturing firms 


industry presented by 


Corp. president B. E. 


billion 


share equipment and accessory sales. 
Other items: 

¢ The number of lanes has more than 
doubled in the past five years. There 
are now 114,000 automatic, commercial 
ten-pin lanes in this country. 

* Despite the increase in lanes, the 
number of league bowlers per lane has 
grown from 44 in 1956 to 50.6 today. 
* More than two million new bowlers 
are expected to enter the game during 
the 1960-61 season. 

* League bowlers increased by one 
million in 1960-61. At least the same 
increase is expected this season. 


Portable sound system 

A completely self-contained unit  in- 
corporating amplifier, microphone and 
lectern in one compact luggage-type 
carrying case, has recently been  in- 





Versatile Ampli-Vox (see story) has many 


uses, (above) as its own lectern, (below, 


left) packed in handy carry case, (center) 
top section becomes separate loud speaker. 


troduced by Kaufman and Spanier. 
sound equipment manufacturers. 

The Ampli-Vox Portable Rostrum 
provides a high volume sound system 
that is as easy to use as a transistor 
radio. With adequate power for audi- 
ences of more than 500 people, Ampli- 
Vox operates on two, six-volt standard 
batteries which provides reliable serv- 
ice for up to 800 hours. 

Its convenient portability allows it 
to be used wherever and whenever re- 
quired—at meetings, banquets, clinics, 
picnics, sports events. 

For complete information, write 
Kaufman and Spanier, Dept. RM. 3166 
N. Lincoln Ave., Chicago 13, Ill. Re- 
tail price is $124.50 less batteries. 


40 million sportsmen 


An army of 40 million Americans 
fished and hunted last year according 
to the 1960 National Survey of Fish- 
ing and Hunting just released by the 
Fish and Wildlife Service. 

Broken down. there were 25.3 mil- 
lion fishermen and 14.6 million 
hunters of which 9.5 persons did both. 

Comparable in coverage to a 1955 
survey, the report shows that the num- 
ber of outdoor sportmen has climbed 
at a faster rate than the population 
during the past five years. During this 
period, fishermen and hunters in- 
creased 22% and 24% respectively. 
while the population jumped 11%. 

Of all persons 18 years of age and 
older in 1960, one woman in every 10 
fished, one in every 69 hunted. One 
man in four fished, one of five hunted. 

The number of women who hunt in- 
creased by 106%¢ while those who fish 
increased 21% since 1955. A 38° in- 
crease in salt-water fishermen ac- 
counted for a considerable part of the 
overall fishing increase. 


Cost of Turnover 
Direct dollar cost of turnover per em- 
ployee ranges from $350 for basic 
clerical work to more than $10,000 for 
the more complex trainee-type position, 
according to a recent survey by the 
Assn. of Casualty & Surety Companies. 
Covering the association’s 52 mem- 
ber companies and their 100,000 em- 
ployees, the study disclosed that the 
largest reporting companies have the 
lowest turnover. 





SPECTATOR 
SEATING 





® STANDARD 
EL-A:-WAY DELUXE 
FOLDING = ¢ OMEGA 
BLEACHERS =. corwarp 


FOLD GYM SEATS 


BERLIN OUTDOOR SEATING 
ALL-STEEL : 

PORTABLE 
BLEACHERS 
Stat —, Q “ — 
changeable sections 
that permit additions 
vertically and later- 
ally 





ALUMINUM 
PORTABLE 
BLEACHERS 


Ideal for outdoor use 

no maintenance no 

painting lightweight 
unequaled by any 

type bleacher inde- 

pendent sections aver- 

age weight 9 Ibs. per seat 





STEEL DECK 
GRANDSTANDS 


Three types of con- 


Standard— 
with 2” 
t structura 


truction 





- grandstand 

with 2 
structura 
Douglas Fir seat 
boards 


today for complete 


BERLIN CHAPMAN CO. 


BERLIN e WISCONSIN 


RLIN 
é SEATING ENGINEERS 
BERLIN CHAPMAN CO. 

Berlin, Wisconsin U.S.A. 





details 
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There’s “good will” 





Uniforms 


If you measure the success of your 
athletic program in terms of the 
“good will” it creates . . . you'll find 
that it pays to outfit your 

teams with GENERAL uniforms. 
Comfortable, colorful, superbly 
styled... GENERAL uniforms give 
any team that “well-dressed” look 
. are the kind that players 

are proud to wear. 

Your local sports dealer will be 
glad to show you the wide selection 
of styles, materials and colors 
that are available. Ask him 
about GENERAL uniforms today! 


SCHOSSSSSSSSHSHSSSHSHSHSSHSSHHSSHESSHSSEHSESHEESESOEE 


sewh right into... 












































CLASSIFIED 


RATES: regular type, 15 cents each word 
bold face type, 25 cents each word 
copy must be received by the 5th of the month 
before date of issue in which ad is desired 





POSITIONS WANTED 





Director of broad recreation program for 
large manufacturer seeks position with greater 
opportunity. B.S. in business — Married. 
ar salary $575 per 

CP30— RECREATION MANAGEMENT 


Six years extensive experience as director of 
large company industrial recreation program. 
Other experience in personnel administration. 
Married, children, salary $8,500. 
CP-31—RECREATION MANAGEMENT 


Director of multi-phase recreation program 
for largest organization in state seeks greater 


challenge. B.S., M.S., married, two children. 
Salary, $12,000. 
CP-32—RECREATION MANAGEMENT 


15 yrs rec exp. including 1 in supervisory 
capacity U.S. Army special services and 4 


yrs boys’ camp director. Woman, interested | 


in similar job with industry in Chicago area. 
CP-35—RECREATION MANAGEMENT 


Masters degrees in group work, counselling 
and personnel. 18 yrs experience in counsel- 
ling and directing youth and adult activities 
in community center, Army and V, A. Age 
40, married. Available immediately. Salary 
$7,000. 

CP-36—RECREATION MANAGEMENT 














RM ELSI 


Public affairs pamphlets 


Handy catalog lists 120 pamphlets available 


from The Public Affairs Committee, Inc. for 
group or individual study. 

Classified under four general  subject- 
headings, current titles cover social prob- 
lems, health and science, family life and 
inter-group relations. Individual pamphlets 


cost 25¢ with lower rates for quantity orders, 
The Public 


partisan, 


Affairs Committee is a_non- 
non-profit organization founded in 
1935 “to develop new techniques to educate 
the American public on vital economic and 
social problems and to issue concise and 


interesting pamphlets dealing with such 
problems. Write for free catalog to: 

Public Affairs Pamphlets, 22 E. 38th St. 
New York 16, N. Y. 


Free movies, slidefilms 

A selection of 16mm motion pictures and 
35mm _ slide shows, covering a variety of 
subjects and ranging in time from 14 to 58 
minutes, are available without charge for 
showing to youth groups. 

Films may be ordered through Eastman 
Kodak’s Audio-Visual Service. Also avail- 
able is a booklet, “Kodak School and Club 
Services,” which describes these films in 
detail and covers other films which explain 


| various photographic techniques. 


ME. in physical ed. 9 yrs high school ‘coach | 


spending summers with industry and munici- 
pal recreation depts. organizing sports and 
social activities. Married. Salary: $7,200. 
CP-: 7—REC ‘RE ATION M: NAGE MENT 


4 years experience all phases of recreation 
including 12 as municipal director of parks 
& recreation. Married, age 40. Minimum 
starting salary: $5,500. 


CP-34—RECREATION MANAGEMENT 
BA 


in Recreation, MS in Physical Ed. six 
years full time administrative experience in 
community and — recreation, Married 


and one child. 
work along with recreation responsibilities. 


CP-40—RECREATION MANAGEMENT 





5128 W. NORTH AVE. 





WITTEK GOLF RANGE SUPPLY CO., INC. 


Complete line of golf supplies and equipment for indoor 


and outdoor practice ranges, golf courses and pro shops. 


Golf mats, golf balls, golf clubs, and all types of netting 
for golf practice at wholesale prices. 


WRITE FOR ILLUSTRATED CATALOG AND PRICE LIST 


CHICAGO 39, 








22 


RECREATION MANAGEMENT, 


OCTOBER 1961 


Age 30. Will accept personnel | 


| Park Rd., 


Audio-Visual Service, Eastman Kodak Com- 
pany, Rochester 4, N. Y., free 


Trampoline wall charts 
Five new instructional wall charts are being 
offered by American Trampoline Co., which 
contain illustrations and teaching aids for 
4 trampoline stunts. 

Each chart measures 17” x 
available at no charge from all 
Trampoline dealers or write: 
American Trampoline Co., Jefferson, 


22” and are 


American 


Towa. 


Gift ideas 

A new executive “gift idea book” just pub- 
lished by W. Bell & Co. contains more than 
300 pages of items specially selected for 
business gifts. 

Printed in full color, 
log features quality 
from $5 to $50. 

W. Bell & Co., 14th and P Streets, N. W.. 
Washington 5, D, C. Free copies to business 
firms and organizations 


the wholesale cata- 
merchandise ranging 


Facility catalogs 
Three colorful, 
gymnasium 
now 


new catalogs on basketball, 
and playground equipment are 
available from Porter Athletic Equip- 
ment Co, 

The 36-page basketball equipment catalog 
covers Porter's full line of backboards, goals 
and related accessories. A complete line of 
equipment, including Porter's 
new Olympian gym apparatus, anthropomet- 
ric and corrective equipment, 
the Gymnasium Apparatus catalog. 

Porter Athletic Equipment Co., 9555 Irving 
Schiller Park, Ib, 


gymnasium 


is shown in 


free 
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Isn't the man you want (and the man you 
want to keep) a man who'd enjoy shooting? 


Shooting facilities are more and more a part of industry recruitment and recreational benefits. 
And for good reason. Shooting sports appeal to the right kind of people— men who are intelligent, 
careful and stable. If your company would like to know more about recreational shooting, 


of any kind, write to Winchester-Western, New Haven 4, Connecticut. 


WINCHESTER Heaton 
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BOWLING WORKS FOR BUSINESS AND INDUSTRY‘ 


Lilbys R FOR FUN: BOWLING! 


“The success of bowling has been due to the interest 
and desire of the members to improve our leagues and 


tournaments . .. because young and old alike can partici- 
pate,” says Mr. Harold Bechert, Chief of Employee Ac- 
tivities at Eli Lilly Company. Success? 525 men and 
women bow] in 9 leagues, on 104 teams and in 4 annual 
tournaments! 

Bowling brings employees together in team competi- 
tion where there are no blue collars or white collars. The 
spirit of teamwork between management and worker 
reflects itself in better company relations. And bowling 


is one of the least expensive sports a company can sup- 
port. Let bowling work for you! 

For information on how to organize bowling league 
activity write Brunswick Corporation, Recreation De- 
partment, 623 S. Wabash Avenue, Chicago 5, Illinois. 
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